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N July Ist our office will be moved to more com- 
modious quarters in the Magnolia Building, oc- 
cupying the East Wing on the 9th Floor. 


Visits and correspondence are cordially solicited that 
Texas agents may be fully apprised of our extensive facilities. 


Dargan & McLarry 


General Agents 
Dallas 


Special Agents: 
Metesser L. Canfield 
Vance D. Hoffmaster 


Jno. C. Evans 


Joe L. Cummings 
Wm. S. Cunningham 


Ralph E. Alstead 





Staff Adjuster: 
Robt. E. Doyle 





FARM DEPARTMENT 


Special Agents: 


Jno. D. Abney Philip C. Abney 


Paul R. Woods 





The Home Insurance Company, New York 
The Franklin Fire Insurance Company of Philadelphia 
City of New York Insurance Company 
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Houston—The City of Achievement 


We Greet You 


as an organization of Texas Insurance men with 
a sincere wish for your continued success and 
prosperity. 


In the seven years that we have been organized we 
have as an accomplished fact 


A Better Understanding 


Between 


The Company and the Agent 


The Assured and the Agent 
The Agent and the Agent 


The Insurance Exchange of 
Houston, Texas 


Some of the Active Agencies of Houston 


W. Tucker Blaine Com. Nat’l. Bk. Bldg. Houston, Tex. Oliver & Co. Bing Bldg. Houston, Tex. 
R. C. Bowen & Co. Carter Bldg. <5 . Painter Reichman & Co. Kress Bldg. 9 % 
Cochrans Ins. Agcy. Ist Nat'l. Bk. Bldg. 5 = Raphael Bros. Pearce Woolworth Bldg. ‘ 

Houston & Tyler Union Nat'l. Bk. Bldg. “ . Rice & Belk Chronicle Bldg. o ” 
W. H. Kirkland & Co. Ist Nat'l. Bk. Bldg. ¥ - John F. Scott & Co. Com. Nat’l. Bk. Bldg. - 
Langham & Maillot Gulf Bldg. “4 e Jno. L. Wortham & Son Gulf Bldg. “ “ 
Lea, Radford & Robinson Carter Bldg. is . Allen-Gartner Ins. Agcy. Commercial Nat'l. Bk. Bldg. “ ws; 


Houston—The City Whose Future Progress Is Guaranteed by Past and Present Records 
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Texas Agents Hold Meeting at El Paso 


Old Officers to Hold Over Until Session at Dallas 


In September—Push Local Board Organizations 
HIGH SPOTS IN TEXAS RESOLUTIONS 








Would Separate Departments 








EL PASO, TEX., June 7. 
Piston taker the most important 


action taken by the Texas Associa- 

tion of insurance Agents at its 25th 
annual convention here was the stand 
which the association has taken on the 
separation of the banking and insurance 
departments at Austin. The agents are 
frm in their belief that these two de- 
partments should be separated, and 
they are going to do everything in their 
power to bring about this change. With- 
out a doubt such a move will prove 
most beneficial to the insurance inter- 
ests in Texas. 

The Texas Association went on rec- 
ord as being opposed to the action of 
some companies and agents who have 
been appointing automobile dealers and 
fmance corporations as agents to con- 
trol the premiums of that business. 


HE local agents of Texas are very 

much against the practice of general 
agents to engage in the local agency 
business, and this matter is to be re- 
ferred to the local boards in the state 
for such action as they may see fit to 
take, 

The association went on record com- 
mending Commissioner Ed Hall and 
his deputy, John M. Scott, for getting 
out the questionnaire. 

They again went on record in favor 
of adjustors who will not represent mu- 








Cc. H. WALTON, Fort Worth 
President Texas Association 








The organization of local boards 


The appointment of automobile 
agents is deplored. 


in every possible town is urged. 
dealers and finance corporations as 


The action of the Michigan insurance commissioner in suspending the 


license of a local agent who after a 


hearing was deemed guilty of gross 


negligence in overinsuring property is commended. 


Local agents were asked to align themselves with Boy Scout organi- 
zations in prosecuting the fire prevention movement. 


The passage of an agents qualifications law is urged. 


tual reciprocal, or unauthorized com- 
panies. 

Like many other associations that 
have met since the mid-winter meeting 
of the National Association, they have 
agreed to adopt the copyrighted name 
“Tnsuror.” 


HE association has gone on record 

very strongly to place the business 
of insurance on a higher plane and re- 
affirm its support of the agents qualifi- 
cation law as recommended by the Na- 
tional Association. All in attendance 
at the convention advocated this matter 
very strongly. 

Another thing which was accom- 
plished here was the appointment of 
territorial vice-presidents. These vice- 
presidents will be located all over the 
state and there is no doubt but what 
this is an excellent move. It will mean 


W. B. SMITH, Longview 
First Vice-President 


a great thing for the building up of the 
state association. 

The present officers and members of 
the various committees were contin- 
ued in office until Sept. 23 of this year, 
when a meeting will be held at Dallas 
for the purpose of completing the work 
of this convention. This action on the 
part of the convention is regarded as 
a cote of confidence in those who have 
guided the destinies of the organization 
during the past several months. 

One of the outstanding features of 
this meeting was the desire on the 
part of everybody that the agents and 
companies get together on all matters 
affecting the business of insurance. The 
Texas agents want to work hand in 
hand with the companies. They realize 
that in this way much good can be ac- 
complished. 














P. W. WILLIAMS, El Paso 
Second Vice-President 





Good Attendance on Hand 





EL PASO; TEX, June 7.— 
T the opening of the twenty-fifth an- 
A nual convention of the Texas Associ- 
ation of Insurance Agents, with 
President C. H. Walton of Fort Worth 
presiding, there were about 150 present. 
In view of the fact the convention was 
held at El Paso, which is at the extreme 
end of the state and necessitates traveling 
for many hours, in practically all cases 
20 to 24 hours, it is remarkable that so 
large an attendance was on hand. The 
Texas Association for the past four years 
has had a splendid attendance record, 
numbering upwards from 200 to 300 peo- 
ple. The attendance here shows that the 

Texas Association is a real association. 
Rev. Fuller Smith, rector of the Epis- 
copal Church of El Paso, gave the invoca- 
tion and the address of welcome was made 
by Mayor Charles Davis of El Paso. Mr. 
Davis told the assembled guests that El 
Paso was mighty glad to be a host on this 
occasion and extended a most cordial wel- 
come. In view of the close proximity of 
Juarez to El Paso and the possibility of 
some of the agents straying across the 
border, and possibly getting in a position 
where they would need financial aid, or 
any other aid for that matter, Mr. Davis 
assured the agents that they could come 

to him for any and all assistance. 

Horace B. Stevens, who was to give 
the address of welcome on_ behalf 
of the El Paso Exchange, was unable to 
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H. A. LAWRENCE, Fort Worth 
Secretary-Treasurer 
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attend. Charles H. Leavell gave the ad- 
dress of welcome on behalf of the El Paso 
Exchange. Mr. Leavell said that he knew 
that all the agents who attended this 
meeting from other parts of the state and 
the agents of El Paso would be better off 
for having done so, in that it was an edu- 
cation to all in the business to get to- 
gether at a time like this. He told of the 
work being done by the El Paso Exchange, 
that they are getting good results in El 
Paso. 

In the absence of Tucker Blaine, presi- 
dent of the Houston Exchange, Fred W. 
Offenhauser of Texarkana responded to 
the address of welcome. Immediately 
upon the announcement that Mr. Offen- 
hauser would deliver this address those in 
the hall applauded tremendously. It was 
a nice compliment which was paid to Mr. 
Offenhauser, who is one of the wheel 
horses of the Association. He is a char- 
ter member of the Texas Association and 
a past president of the National Associa- 
tion. In a most pleasing way he responded 
to the addresses of welcome. He told of 
the many improvements which have been 
made in the business since organizations 
of this kind had been started. 


ELEGRAMS were read from O. H. 

Millican of Austin, member of the exe- 
cutive committee, and W. B. Smith of 
Longview, first vice-president, expressing 
their regret at not being able to attend the 
convention. Letters were also received 
from R. M. Eacock of Oklahoma City, 
Okla., and John M. Scott, deputy insur- 
ance commissioner of Texas, expressing 
their regrets that they were unable to be 
present. 

The report of the secretary and treas- 
urer, H. A. Lawrence of Fort Worth, was 
then presented. Mr. Lawrence gave a 
very complete report of his activities since 
taking this office at the time of the Fort 
Worth meeting last fall. He said it was 
very discouraging to the officers when the 
agents do not pay attention to the letters 
and notices that are sent out, and urged 
all the members to take more interest in 
the association affairs. He suggested the 
appointment of district or county chair- 
men, whose duty would be to get members 
in their locality. His report showed that 
in September of last year the Association 
liad 341 paid members and at the present 
time there are 226, a decrease of 115. The 
association’s finances appear to be in 
good shape. 


D. RUTLEDGE of Fort Worth, 
E. chairman of the legislative commit- 
tee, was not present, and his report was 
read to the meeting by the secretary. He 
said that on account of the fact that this 
was, an “off year” the legislative commit- 
tee has not been very active. The only 
legislation appearing on the horizon was 
the preparation of an agents qualification 
law. The committee is of an opinion that 
the questionnaire recently issued by the 
Texas insurance department will have the 
same effect as this law. The committee 
recommended that there be a separation 
of the banking and insurance departments 
at Austin, believing that should they be 
separated and these respective lines placed 
in charge of experienced men, they could 
function to better advantage. 


RESIDENT WALTON in his annual 
r report showed that he was in very close 
touch with the situation today. His an- 
alysis of the ills effecting the business to- 
day shows that he has his finger on the 
situation. His suggestions were of a very 
constructive nature. One of the, things he 
urged most strongly was the separation ot 
the banking and insurance departments at 
Austin. The insurance companies paid to 
the state in taxes during the year almost 
$2,000,000, while the expense of running 
the department was a little over $25,000. 
The bankers in session at a recent con- 
vention at Fort Worth recommended this 
also. He believes the agents and the bank- 
ers should join forces to bring about this 
separation. 4 

A. G. Chapman of Louisville, Ky., 
chairman of the executive committee 
of the National Association of Insurance 
Agents, who was scheduled to speak Tues- 
day morning, was moved up to Monday 


morning. Mr. Chapman is a very able 
man, who has the respect of agents and 
company officials from all over the coun- 
try. What he has to say is always worth 
while, and this was no exception. The 
agents were very much interested in Mr. 
Chapman’s speech. He gave them some- 
thing to think about. He read the report 
of the executive committee at the mid- 


year conference of the National Associa- 
tion of Insurance Agents at Chattanooga 
in March, also the letter address to C. R. 
Tuttle, president of the Western Union, 
regarding the definition of the “American 
Agent of Today.” He then told in a 
most interesting way of the work that the 
National Association had done and _ is 
doing. 


Questionnaire and Local Board 
Matter Up Monday Afternoon 


HE first order of business Monday 
[afternoon was a report by M. W. 

Deavenport of Denton, chairman of 
the executive committee. In his report 
Mr. Deavenport told of the activities 
of this committee. The Texas Associ- 
ation during the past year has had a 
slight disagreement with the National 
Association in regard to the amount of 
dues which were to be paid by the 
Texas Association to the national body. 
Mr. Deavenport advised that through 
the efforts of A. G. Chapman, chairman 
of the executive committee of the Na- 
tional Association; Craig Belk of Hous- 
ton, member of the committee, and the 
members of the executive committee 
of the state association this matter has 
been disposed of in a satisfactory maa- 
ner to all concerned. The Texas As- 
sociation has agreed to comply with the 
requests of the national body. 


E also touched on the question- 

naire sent out recently by the Texas 
insurance department, saying that some 
sort of a questionnaire would be a good 
thing for both the agents and compa- 
nies. He pointed out that the legis- 
lature will meet next year and all agents 
and company officials should put forth 
their best efforts to see that proper 
legislation is had. Bank agencies came 
in for a knock at the hands of Mr. 
Deavenport. The principle is wrong, 
he said. The minutes of the meetings 
cf the executive committee at Fort 
Worth in December, 1921, and at Dallas 
in February of this year were read. 


HE next speaker was William L. 

Stiles of San Antonio, whose sub- 
ject was “The Value of Local Boards.” 
Mr. Stiles handled this subject in a 
very masterful way. He spoke on the 
question of local boards from the stand- 
point of helping the National Associ- 
ation. He pointed out that at pres- 
ent no consistent effort is being made 
in. Texas to organize local boards, and 
this should be done. 

After Mr. Stiles’ presentation there 
was much discussion from the floor on 
this matter. Among those who took 
part in this discussion were E. B. Nor- 
ment, Paris; F. W. Offenhauser, Tex- 
arkana; Craig Belk, Houston; President 
Walton and others. Each one expressed 
their approval of the thoughts sug- 
gested by Mr. Stiles. There was a 
great deal of interest manifested in this 
matter. Mr. Offenhauser pointed out 
that the reason for the ills in the busi- 
ness today was lack of cooperation. 
There is too much greed for premiums. 
He said the agents and companies must 
get together. They do not understand 
each other. The local board has been 
the means of improving the ethics of 
the men in the business. His parting 
shot was: “To put our own house in 
order, form local boards all over the 
state and get together with the com- 
panies.” 


OHN M. SCOTT, deputy insurance 
commissioner, who was to deliver 

an address on the benefits of the ques- 
tionnaire to a local agent, was not able 
to be present. E. B. Norment, there- 
fore started a discussion on this sub- 
ject. The questionnaire is a matter of 
vital interest to both the insurance 
agents and company officials operating 
in Texas. There was a lively discus- 
sion. The consensus among those pges- 
ent was that some form of question- 
naire would be a good thing. The 


present questionnaire which has been 
submitted does not meet with the ap- 
proval of many of the agents or com- 
pany officials. There is a charge of 50 
cents for each agency for each com- 
pany. 


Mest agents feel that if the ques- 
tionnaire could be changed so that 
an agent would have to file only one 
blank for all of his companies it would 
be much better. There are some ques- 
tions in the present questionnaire which 
all feel could be excluded. All feel that 
a proper blank can be drawn up and 
would be of much benefit. It is be- 
lieved that no reputable agent or com- 
pany would object to an agent being 
properly qualified. 

President Walton asked for an ex- 
pression from some of the agents in 
smaller towns in this matter, and sev- 
eral agents expressed their views along 
the lines above outlined. Mr. Offen- 
hauser told of the blank that is being 
used in Arkansas, where an agent 
merely fills in the name of every com- 
pany he represents. He pointed out 
that until the agents have some stand- 
ard they cannot command the respect 
of the public. 


HE agents qualification bill was 

then discussed. Mr. Chapman was 
called on and explained the origin and 
the wishes expressed in the proposed 
agency qualification bill which was 
adopted at the National Association 
meeting in Los Angeles last year. W. 
L. Stiles of San Antonio told of the 
good work done by the National Asso- 
ciation in drawing up this bill. As was 
the case in discussing the question of 
local boards, there was a great deal of 
interest shown in the agency qualifica- 
tion law. Practically all agents are 
agreed that the business would be bet- 
ter for everybody concerned were such 
a law enacted. 

The matter of the drawing of a res- 
olution on the question of organizing 
local boards was suggested to the reso- 
lutions committee. 


RAIG BELK of Houston, former 

president of the Texas Association 
and member of the executive commit- 
tee of the National Association, was 
the last speaker Monday afternoon. His 
subject was “Ways and Means for the 
3etterment of our State Association.” 
A better man could not have been 
chosen to handle this subject. Mr. 
Belk has been a staunch supporter in 
the work of state association and also 
in National Association affairs. He 
knows the ins and outs of the insur- 
ance business and is thoroughly famil- 
iar with all of the association work. He 
was listened to with a great deal of in- 
terest, as all of the agents in Texas 
have a great deal of respect for him 
and his ability. He touched on the 
many problems confronting the busi- 
ness today. He pointed out that to get 
any place the agents must be organ- 
ized. In the last analysis it all de- 
pends upon the individual agent. He 
must realize his responsibilities. If he 
wants this business to improve he must 
put his shoulder to the wheel with his 
brother agent and work for the com- 
mon good. 

After the Monday afternoon session 
all in attendance at the meeting were 
taken for a ride over the Scenic High- 
way to Fort Bliss and other points of 
interest around the city of El Paso. 


Discuss Separating 
State Departments 


OHN M. SCOTT, deputy insurance 
J commissioner, who was scheduled to 
J appear on the program, leading g 
discussion on the “Separation of the 
Banking and Insurance Commissioner's 
Office,” Tuesday afternoon was unable 
to attend the convention. A general djs. 
cussion was called on this subject, W 
L. Stiles, San Antonio, told of a con. 
versation he has had with men who 
have occupied the position of insurance 
commissioner, and said that these men 
admitted to him that they knew nothing 
of insurance, that they were bankers 
Even if they had the desire to learn 
about insurance, there was little time 
in which to do this. It was a greater 
responsibility than one man should be 
asked to bear, he asserted. It was 
pointed out by President Walton that 
the insurance interests in the state pay 
$3,300 of the commissioner’s salary oyt 
of a total salary of $4,300 a year. The 
banking interests therefore come only 
to $1,000. F. W. Offenhauser said that 
the insurance interests certainly pay 
enough to have a separate and distinct 
department. This was the consensus of 
opinion among all the agents, 

W. L. Stiles read a report of the com- 
mittee, which reported on the presj- 
dent’s address. 


HE committee on nominations rec. 

ommended that when this meeting 
adjourned it would do so to meet in 
Dallas Saturday, Sept. 23, for the pur- 
pose of completing the work of the 
convention, including the election of 
officers. E. B. Norment of Paris, chair- 
man of this committee, said he and his 
associates were of the opinion that 
there was much work to be carried on 
and have felt that a change of officers 
would be inadvisable at this time. Fur- 
thermore, the present officers have oe: 
cupied their positions only since last 
September and it was deemed advisable 
to carry on at least until the year was 
up, which would be in September. 
: W. Offenhauser expressed the 
ideas of the convention when he said 
“it was the desire of the Texas Associa- 
tion of Insurance Agents to cooperate 
more closely with the representatives 
of the companies.” 

H. A. Lawrence, secretary and treas- 
urer, Fort Worth, asked for help from 
the agents throughout the state in se- 
curing more members and putting more 
enthusiasm in the agents who are now 
on the list. Several agents took the 
floor and said that they would appoint 
themselves a committee in their several 
communities to visit every agency and 
see that they become members of the 
association. 


iy the opening of the Tuesday 

4 morning session a telegram from 
William Thompson, attorney of Dallas, 
Tes: was read, in which he said: “Your 
organization and its members have it in 
their power to largely reduce the fire 
waste of Texas and to that end be of 
great benefit as citizens in helping to 
put reasonable and proper legislation 
on the statutes controlling the insurance 
business. Many of our existing laws 
encourage and are responsible for much 
of the fire waste. The help of each to 
relieve bad conditions will accomplish 
much. The interest of the public, the 
agent and the company should be one 
furnishing solvent indemnity at fair 
rate, based on losses and elimination of 
losses where possible. Unnecessary 
losses are a useless waste of wealth 
produced by man’s labor. Insurance 
paid and rebuilding does not restore the 
lost wealth.” 

A telegram was also received from 
Scott Fulton, Van Alstyne, expressing 
his regret at not being able to attend 
the meeting. 


HE relation of the State Fire 
Insurance Commission to the 


(CONTINUED ON PAGE 16) 
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Agents, the recognized spokesman 

for the fire, casualty and surety lo- 
cal agents of the state, in its twenty- 
ffth annual convention, is more highly 
respected, influential, and a more po- 
tent force for good in the business than 
ever in its history. ; 

The organization founded in 1897 in 
Waco to promote good practice in un- 
derwriting, representing particularly the 
agent’s point of view, has so developed 
in breadth of vision that today the prin- 
ciples for which it stands are benefi- 
cial equally to the companies and the 
insuring public. With the interest of 
the local agent its chief concern, it 
sands firmly on the ground that no 
business trade organization can today 
justify its existence, and those it seeks 
to represent, unless its actions are 
based on fair open dealings with all 
others, either outside or within its 


ranks. 


Tie Texas Association of Insurance 


HE spirit of formulating association 
Bocples with the point of view of 
the public and the company ever in 
mind has been largely responsible for 





M. W. DEAVENPORT, Denton 
Chairman Executive Committee 


the splendid position our organization 
cecupies today. Our association has a 
long record of worthy achievement in 
contributing to the welfare of the in- 
surance agent and to the business as 
a whole. Our National Association of 
which we are members, is entirely re- 
sponsible also for the doctrine recog- 
nized unanimously by all reputable fire 
insurance companies, which secure to 
the agent the fruits of his labors—the 
ownership of his expirations. 

The casualty business is still in a 
state of uncertainty, especially the au- 
tomobile business, apparent to the 
agent and assured by the many changes 
in rates. Nevertheless, we hope the 
day will soon come when this impor- 
tant business will become more thor- 
oughly adjusted to the demands upon 
it, and a period of rate stability ensue. 
If too much time is taken before this 
happy fulfillment, further excuse is of- 
fered to state legislatures to intervene 
to the detriment of companies and 


agents. 
THE agent is the only one who can 

take the “mystery” out of insurance. 
By painstaking explanation, and by 
tendering constantly super-service to 
our customers, much misunderstanding 
will be removed. We should try to 
have our clients realize that ours is the 
only business on earth that is con- 
Stantly seeking to reduce the selling 
Price of its product to the purchaser 
and at the same time enhancing others 


~ The Presi 


BY C. H. 


of his values. Fire prevention and rate 
reduction go hand in hand—what other 
business for profit offers so great a 
field of service? 

Ignorant agents, incompetents who 
are not qualified to protect the insured 
by proper coverage and who do not 
know what real agent service to the as- 
sured means, are breeders of trouble 
for the whole fraternity—agents and 
companies. 

Tactless company officials, able in 
their own particular departments, but 
temperamentally unfitted to serve in 
positions where decisions are made 
that vitally touch the public and where 
diplomatic treatment is required as well 
as technical training, are also sources 
from which spring public prejudice. 
Our business is carried on by thou- 
sands, by its very nature it touches al- 
most every inhabitant of the country, 
as does no other business under the 
sun. Are we not ourselves, therefore, 
to a certain extent, responsible for 
many of our own troubles, so wide- 
spread are our opportunities to error? 
If improvements can be made in the 
administrative details of our fire insur- 
ance machinery which will produce 
less friction and allay sources of pres- 
ent irritations, let’s make them. 


WALTON 


for a number of years. I think this 
association should go on record as ap- 
proving of the action of our commissioner 
and his deputy, and commend them for 
their good work in this direction. 


HE one important issue for our as- 

sociation in the coming legislature 
is the separation of the banking and in- 
surance commissioner’s office. The in- 
surance department of this office super- 
vises the insurance business with prob- 
ably the smallest percentage expense of 
any of the state offices. There is paid 
into the state treasury from insurance 
companies of all classes a tax of $1,- 
819,548.63. The expense of running this 
department for the year ending Aug. 
31, 1921, was $25,483.69, which should 
commend this service to the taxpayers 
of the state. The insurance business 
has grown to such volume in this state 
that it is necessary that these two de- 
partments be segregated. 

We are very fortunate indeed in hav- 
ing John M. Scott, deputy insurance 
commissioner, who is in charge of the 
insurance department of this office. Mr. 
Scott is endeavoring to put the insur- 
ance business in this state on a high 
plane, and has given us every cooper- 


ent’s Annual Address 


|? 


is with a great deal of regret that 
Our secretary furnishes the infor- 
mation that the members of this as- 
sociation were very delinquent in an- 
swering when applications for member- 
ship were sent out. This association is 
comprised of the agents of the state, 
and your secretary, regardless of whom 
he may be, is giving his time and en- 
ergy without any compensation, and is 
doing it for the benefit of the insur- 
ance business as a whole, and you 
would be surprised at the expense. We 
pay out $100 each year getting the ap- 
plications of the members. 

If the association as a whole is do- 
ing anything for the business, I cer- 
tainly think that the agent should at 
least have enough interest in the work 
to take ? upon himself to send in the 
application when he first receives the 
notice. While attending the mid-year 
meeting of the National Association at 
Chattanooga I heard a report of the 
Ohio State Association in which the 
secretary stated that in fifteen days 
after sending out notices of dues, the 
entire membership had remitted. This 


ation possible. 


We are going to have 








The annual report given by President C. H. Walton was an able sum- 
mary of the results of past work and outline for future work, several 





valuable suggestions for the improvement of working conditions in the | 


insurance business being made in the course of his remarks. 


The issue 


|| given most prominence by President Walton was the separation of the 
departments of banking and insurance, it being suggested that this be 


followed through the next legislature. 
term “insuror” as adopted by the National Association. 


He also urged the adoption of the || 
Mr. Walton sug- || 


gested that more attention be given casualty insurance, with a special 


executive committee appointed to handle it. 


He recommended the dis- 


tricting of the state for the better handling of the association work. One 
other of the many constructive suggestions made was that adjusters be 
asked to make no adjustments for non-admitted companies as well as 


mutuals. 








HE chairman of the executive com- 

mittee reported to you with refer- 
ence to the questionnaire which the in- 
surance commissioner introduced. After 
a meeting in Dallas, at which time this 
was discussed, I went to Austin and 
called upon Mr. Hall and Mr. Scott, 
and discussed the questionnaire with 
them, and advised them that we were 
keartily in favor of this, and as presi- 
dent of the association, advised them 
that if I could be of service to them 
at any time to let me know and I would 
come to Austin, or do anything that 
they desired. After returning homie, 
the questionnaires were printed and 
sent out. Colonel William Thompson 
from Dallas called me by telephone and 
asked me to come to his office and dis- 
cuss the subject with him. I went to 


Dallas and discussed the matter at 
length. Up to this time I had not 
heard anything about the 50 cent 


charge, but he informed me of same. 
He agreed that with some minor 
changes in the questionnaire, he would 
recommend to the National Board that 
the companies would not fight it. 
Colonel Thompson went to Austin and 
agreed with the commission on the 
questionnaire, but could not get the in- 
surance commissioner to agree to the 
removal of the 50 cent charge, and then 
it was not optional with him as to what 
procedure should be taken, as he had 
instructions from the National Board 
on the mandamus proceedings. 

If the insurance commissioner and 
his deputy succeed in establishing the 
questionnaire for the qualifications of 
the agents in the State, we have 
achieved the object of the agency quali- 
fication law, which this association has 
been trying to have the legislature pass 


a discussion of this subject, and Mr. 
Scott will give us some very interest- 
ing facts. I would like to see the Asso- 
ciation not only go on record by reso- 
lution, but put our force behind this 
movement and accomplish the separa- 
tion in the next legislature. 

The Texas Bankers’ Association, in 
convention in Fort Worth on May 17. 
went on record as endorsing the sepa- 
ration of these two offices, and I be- 
lieve that the agents of Texas should 
join forces with that Association that 
we may accomplish this end. 


E understand that some of the 

general agents are going in the 
local agency business. This certainly 
is to be regretted. I think it is time 
that this Association go on record as 
opposing this practice. How can they 
expect the agents of our Association to 
be loyal to them when they are taking 
business away from our members in 
the cities in which they operate? 

This association went on record last 
year in form of a resolution, asking ad- 
justing bureaus and independent ad- 
justors not to adjust losses for a mutual 
company. This association should go 
further, and ask them not to adjust 
losses for non-admitted companies. 

As casualty insurance is becoming 
such an important branch of the local 
agency, I believe it is time that the 
association should take note of same 
and do something for this branch of 
work. I would, therefore, recommend 
that the association elect a casualty ex- 
ecutive committee to work in connec- 
don with the executive committee of 
the State Association. 





CRAIG BELK 
Houston 


is an ideal condition and I hope some 
day to see this in our association. 


HE Nationa! Association in the mid- 

year meeting at Chattanooga 
adopted the word “Insuror” to be used 
in all advertising of its members. I 
would like to see this convention go on 
record as adopting this and recom- 
mending to the members the use of this 
word in all advertising. The word “In- 
suror” was copyrighted by the local 
exchange of Birmingham, Alabama, and 
given to the National Association with- 
out charge, and I do not think that 
we could do more along the lines of 
placing our membership on a higher 
plane than to use the word “Insuror” 
in order that we might to some degree 
educate the public to the fact that an 
agent using this word is qualified to 
give the public the very best service. 

The state of Texas covers too much 
territory for this association to be han- 
dled through a president and executive 
commitee. I would recommend to this 
convention that the association divide 
the state into some ten or twelve dis- 
tricts and elect territorial vice-presi- 
dents to have charge of the work in 
these districts, and report direct to the 
president. In this way I believe the 
association could build a membership 
to the volume that we should have. 

I further suggest that the president 
be authorized to call a meeting at least 
twice a year of these vice-presidents 
and the executive committee in some 
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What the National Association Means 


BY A. G CHAPMAN 


ITHOUT the National Association 
W of Insurance Agents and the influ- 

ence it has exerted during the past 
quarter century, it is my whole-hearted 
belief that we who are now classing our- 
selves as “Insurors” and have a well-de- 
fined standing among business interests, 
with vested property rights, would today 
be little more than solicitors. That the 
present situation exists is due to the un- 
selfish men in the local ranks who 
pioneered the National Association and to 
the unselfishness that has characterized 
the efforts of all those who have followed 
in their steps up to the present adminis- 
tration. 


HIS is your National Association—its 

officers are your representatives. And 
when I say YOUR I mean the whole body 
politic of the agency force, whether mem- 
bers or not, because all have profited by 
its work. It is written into the history 
of every business development that a few 
must bear the burdens of the many. The 


National Association has been no excep- 
tion, but it is my firm conviction that it 
has paid even those who have borne the 
burden a thousand times over—both of- 


————— 





A. G. CHAPMAN, Louisville, Ky 


Chairman Executive Committee National 
Association 


ficers and members. It has given us a 
definite status and enhanced the value of 
our business—it has been of great service 
to the companies who are looking furthest 
into the future and are studying the eco- 
nomics of the business—it has been of 
benefit to the public at large—the buyers 
of insurance. 


NSURANCE is a service which justities 

itself over and over again every day in 
the year. We as the middlemen standing 
between the companies and the public, 
must justify ourselves by our service or 
we cannot maintain our position. The Na- 
tional Association, every state association 
and every local association conducted on 
broad principles are all means to that end. 
In this work, in whatever branch, we can- 
not afford to be narrow or selfish for the 
very moment that course is fixed we fail 
to justify our existence to the public. 

I am not speaking today to the “Insur- 
ors” of the Texas Association alone — 
those who have borne the’ brunt in the 
Lone Star State—but to every man who 
makes his living out of insuring the peo- 
ple of this state against loss to his prop- 
erties by whatever hazard. 


O matter how big an insurance agency 
is—nor how strong a local board—nor 
how well organized any State Association, 
it takes united effort to carry on and get 
results. No individual agent, or board, 


or even a state association could have es- 
tablished the principle of ownership of 
expirations—nor made effective the pre- 
vailing understanding against overhead 
writing. It took the collective force of 
many agents thinking the same thing at 
the same time, boosting the same idea, 
demanding the same right to bring about 
these reforms that are now recognized as 
basic principles of the American Agency 
System. Had the individual agents of the 
United States not got behind these move- 
ments. in enthusiastic association and had 
them established as principles—movements 
directed by their State and National Asso- 
ciation—I am quite sure that the American 
agent would not be on the same plane he 
is today and we would have little or no 
property value in our agencies. 


ET me review the factors that stand 
out boldly to the credit of organiza- 
tion. 
1—Your cost of doing business is less. 
2—Your property values are greater. 
3—-Your income and your profits are 
larger. 
4—Your value to the community and to 
your business—the companies—is 
increased many fold. 
This is all due to the work of your Na- 


HAT is the.broad platform the Na- 

tional Association has laid out and is 
following out. It is based on common 
sense—it is economically sound—and what 
is more, it will be profitable to you. 

For comparative purposes, I want to 
cite you the conditions existing in Canada 
toward which the business in the United 
States was drifting before the National 
Association of Insurance Agents was or- 
ganized. 

What follows is general in its scope 
because there are exceptions, but it sums 
up, broadly, the situation. 

Being British territory, covered only by 
sritish companies with British managers, 
the English system was naturally followed 
in Canada as closely as circumstances 
would permit. This in no way follows 
the American Agency System as we know 
it and to the perpetuation of which we 
are so earnestly striving. 

In Canada they have salaried branch 
offices and the public deals with the com- 
pany. The allowance of a commission 
to the assured, rebating being universal 
the local managers come and go and the 
public is none the wiser. 


URTHER, no “Agent” has a pecuni- 
ary interest in the expirations and there 








that the local agent should occupy in 


A. G. Chapman of Louisville, Ky., is chairman of the executive com- 
|| mittee of the National Association. He is one of the conspicuous figures | 
| in local agency ranks. He is one of the strong supporters of the National 
Association. Mr. Chapman has very clear and positive ideas as to the place 


his community and the functions that 


he should perform. In presenting his address at El] Paso, Mr. Chapman 


preceded his remarks by reading a 


letter written by him to C. R. Tuttle, i 


president of the Western Union, as to the scope, duties and responsibilities 


of the American agent. He told of 


|| tion to customers and sympathetic co-operation. 
| address proper and his letter to Mr. Tuttle are full of interest to local 


| agents wherever located. 


the agent’s property rights, obliga- || 
Both Mr. Chapman’s_ || 








tional Association which established the 
foundation principles and to your State 
and Local Associations which put those 
principles into practice. 


OW what premium are you willing to 
pay for this insurance? 

Your dues ?—A bagatelle. 

Expenses to attend State and National 
meetings? Those meetings pay for them- 
selves, right on the spot. 

The price of some good insurance news- 
paper in addition to the American Agency 
Bulletin ? ; 

It pays for itself many tines over in 
the new thought it furnishes you. 


T is at this point that I want to offer 

you a pledge :— 

“I do not best serve my own and my 
companies’ interests, if 1 am not a mem- 
ber of local, state and national organiza- 
tions and do not by every legitimate means 
help to mould their actions so that 
Service to the Public in all the phrase 
implies, is the first consideration, 

As a collateral to that pledge, I want to 
suggest another : ; 

“As an ‘Insuror,’ I owe those companies 
whose practices uphold the highest stand- 
ards and which help me to attain the 
greatest measure of prosperity, the fullest 
cooperation in order that they may be re- 
warded for their rigid adherence to the 
ethics of the business.” 

And then, naturally, comes a third which 
completes a trinity: 

“As agent, it is my duty to conserve my 
companies’ interests more closely than 
though they were my own; to accord them 
every consideration and cooperation in 
underwriting practices and, in fact, to use 
all my knowledge and resource and skill 
to prevent them from incurring unneces- 
sary loss.” 


is no such thing as “sale value” of an 
agency. At first there were none but 
what might be called “application agents” 
in Canada, the policies being written in 
the office ef the Canadian manager. Is 
it at all unnatural that these managers 
had inbred in them the English idea as 
to overhead writing, ownership of ex- 
pirations and sale value of any agency? 
Beginning with the real American “in- 
vasion” of twenty years ago, the policy- 
writing agency was extended and in the 
rush of American companies into Canada 
within ten years it became the custom 
rather than the exception to have policy- 
writing agents. Nevertheless, the attitude 
of the manager (and this isn’t a “knock” 
at our British friends) changed not at all. 


UST a sample of present conditions, 

Ontario—the greatest premium-produc- 
ing Province of Canada—carries under 
the tariff, graded commissions to agents 
outside of Toronto and yet any number 
of companies will allow a broker or 
solicitor or agent in Toronto or Montreal 
a higher rate of commission on a risk 
outside of Toronto than they will allow 
their agent at the point where the risk is 
located. 

I know of one American company that 
annually foregoes a hundred thousand 
dollars in premiums in Canada simply be- 
cause it is trying to follow certain agency 
practices that ought to be as universal and 
ethical there as they are here. 


UST as a sample (and I could give you 

dozens of instances) in a certain impor- 
tant city the companies organized a local 
association, or company local board, and 
adopted certain rules, one of which for- 
bids the payment of brokerage to non- 
residents on locally-owned property. One 
of the companies, member of this board, 


was offered some business by a non-resi- 
dent broker, accepted it and had the policy 
written in another city. The first knowl. 
edge the local agent had of the line was 
a bold request from the company to ar. 
range an appointment with the assured 
and the adjuster for the adjustment of g 
loss which had occurred. 


HE huge banks of Canada are not per- 

mitted to act, nor are their managers, 
as agents of insurance companies. Yoy 
are doubtless familiar with the banking 
system of Canada in that there are less 
than a dozen’ banks there, all of tremen- 
dous size, with hundreds of branches do- 
ing both what we know as “national” and 
“savings” banking. It was an easy mat- 
ter to overcome this by organizing syb- 
sidiary corporations, which was done. 
These corporations are now acting as 
brokers, agents and even as managers of 
companies and are using their powerfyl 
banking interests and connections in com- 
peting with the local agent. 

Unless and until the Canadian agents 
organize as effectively as agents have here, 
and until they classify their companies as 
we are so strongly urging, overhead writ- 





DOUGLAS 
El Paso 


CROWELL 


ing will continue to flourish and agents 
will have no interest in expirations—con- 
sequently, an agency will have no perma- 
— for their work in a recognized sale 
value. 


FE must not throw all the blame for 

present-day conditions on the com- 
panies and hold ourselves as Simon-pure. 
If we do we are but deluding ourselves. 
The companies themselves—and I now 
speak of those which naturally grade 
themselves into the higher classes—are 
earnestly striving to better conditions and 
to perpetuate the American Agency Sys- 
tem. That their efforts are not more suc- 
cessful is due to the fact that they have 
competing with them what the executive 
committee of the National Association 
classified as :— 

OUTLAWS: Companies writing largely 
through brokers and without reference to 
the interests of local agents. 

NON-BOARDERS: Companies mak- 
ing it a practice to encourage demoraliza- 
tion by operating outside local boards at 
various points. : 

DIRECT WRITING: Companies writ- 
ing insurance individually or through 
pools and associations and not recogniz- 
ing the right of local agents to receive 4 
commission on all transactions. 

BANK AND TRUST COMPANIES: 
Companies sacrificing legitimate agency 1- 
terests for the temporary gain to be se- 
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ESTABLISHED 1869 
ESTABLISHED IN THE UNITED STATES 1892 


LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


of London, England 


Lines written: 





Workmen’s compensation, general liability, accident, 
health, teams, burglary, credit, steam boiler, engine, 
flywheel, electrical machine, landlord’s liability, 
elevator liability, automobile. 
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cured through the appointment of this 
class of agents. 

MULTIPLE AGENCIES: Companies 
aiding in the development of hostile pub- 
lic sentiment by unbridled appointment 
of non-qualified agents. 


T is all the more to our shame and al- 

most beyond my understanding that 
there are agents—either knowingly or un- 
knowingly, representing outlaws and non- 
boarders, who are putting the knife into 
the American Agency System every day— 
helping to destroy the public’s confidence 
in insurance and giving the demagogue 
and notoriety seekers an opportunity to 
attack those of us who are genuinely try- 
ing to give service. 

With all these facts before you—and 
they are not to be controverted—is there 
still an agent worthy the name who thinks 
the cost of his National Association, his 
State Association and his Local Board is 
too high? 


Banquet at Juarez 


The El Paso Exchange entertained 
the guests of the convention with a ban- 
quet at the Oasis Cafe in Juarez Mon- 
day. The hospitality of the people of 
El Paso and their well-known ability 
to entertain was proved beyond ques- 


tion. The arrangements were excel- 
lent. The dinner was of the highest 
order and the calibre of the entertain- 


ment could not be improved upon. The 
members of the exchange deserve a 
great.deal of credit for the high-class 
manner in which they handled the ban- 
quet. 


The women agents of Texas were 
conspicuous by their absence at this 
convention. Among those who usually 
attend the annual convention is Mrs. 
Vinson of Houston, who not only has 
attended the state meetings, but has 
also been in attendance at some of the 
national meetings. 


Relationship Between State 
Commission and the Agents 


By G. N. 


HOLTON 


Secretary, State Fire Insurance Commission 


HE principal relationship of the 
"T commission to the agent is, or 

should be, service; service, under 
the law, to the people of Texas, to the 
companies authorized and licensed to 
operate in our state, and to you, the 
authorized and licensed agents of those 
companies and the representatives of 
that large body that is most constantly 
and closely in touch with our citizen- 
ship in the transaction of the bufiness 
of insurance. 

As the rate making organization for 
the state, the commission is constantly 
criticised by the people, by the com- 
panies and by the agents, and must nec- 
essarily be, but we attempt, in all cases, 
to carry out the spirit as well as the 
letter of the law under which we op- 
erate. There must always be differ- 
ences of opinion as to the schedules 
trom which rates are made and as to 
the application of those schedules to 
the individual risk, but the purpose of 
the department is to administer the law 
impartially to all interests affected and 
to give you the best service possible 
under our limitations. 


HE scope of the department is lim- 

ited by the provisions of the law 
creating it and you agents cannot real- 
ize the vast number of questions and 
problems which are submitted to us 
for adjustment and over which we have 
no control and concerning which it 
would not be in order for us to ex- 
press an opinion. In all such cases we 


try to direct the inquiries into the 
proper channels so that the informa- 
tion desired may be secured. Much of 


our correspondence is with reference 
to such matters. 

In handling reported violations we 
often receive letters from agents com- 
plained of, denying the charges and 
criticising the department for giving 
those charges credence. You must 
realize that the commission treats these 
matters as a part of the day’s work and 
never forms any opinion in the matter 
until all available facts have been se- 
cured and are in our possession and 
never considers an agent guilty of a 
violation until he has been proven to 
be in violation. Many of the cases re- 
ported are found, upon investigation, to 
be without proper foundation of fact, 
but all are investigated impartially. 


HE removal and reduction of fire 

hazards and the resultant reduction 
of the fire waste in Texas, is a matter 
cf paramount importance to Texas and 
to you as citizens, and as local agents, 
and to the commission as a department 
of the state government and to the 
members and employees of that com- 
mission as citizens. 

We are doing our best, both through 
the rating inspecting department of the 
commission and through its fire mar- 
shal division, to aid in this great work 
and stand in the relationship of desir- 
ing to assist you by every means in our 
power. Our interests are common ones 
and our relationship should be one of 
reciprocal aid and service in this great 
and never ending work. 

Owing to the limited appropriation 
allowed the department, it is impos- 
sible for us to inspect many of the 


buildings being erected everywhere jy 
our state, and rates on these building, 
must necessarily be based on inform. 
tion furnished by local agents, and t 
give you prompt publication of rate; 
full and definite information must be 
furnished, and we ask that, in submj. 
ting surveys on which you base yoy 
requests for rates, you make those gy. 
veys complete, so that correspondeng 
regarding those surveys and delays jy 
the promulgation of the rates may }, 
avoided. 


OU and all the local agents in the 

state are aware that a draft of, 
new edition of the Texas general basjs 
schedules has been prepared by the 
commission. A general hearing rela. 
tive to those schedules will be held 
beginning June 19, and we hope tha 
your splendid organization will haye 
representatives at that hearing and tha 
as many of the local agents as cap 
attend will be with us, so that we may 
have the benefit of your constructive 
criticism and judgment. 

The State Fire Insurance Commis. 
sion as a whole, and I, as one of the 
commissioners, realize the great infly. 
ence for general improvement of con. 
ditions in Texas, that your great or. 
ganization exerts, and appreciate very 
much the privilege you have extended 
to me in inviting me to address you on 
this occasion, and, in behalf of the com. 
mission, I wish to say that we wel. 
come your advice and suggestions and 
hope you will all feel free to write to 
us, and call on us and confer with us, 
at all times, and we ask you and all 
local agents in Texas for your co-op. 
eration and aid in the great work that 
means so much to Texas and to each 
and everyone of us. 





Travis Lambert of Port Arthur was 
on hand. He came from a long dis. 
tance. Mr. Lambert is one of the wheel- 
horses of the Texas association and can 
be counted on at all times. 





Republic Insurance Company of Texas 








Cash Capital $1,000,000 
Home Office, Dallas 
THAT’S ALL 
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Operates in Nineteen States and the Republic of Cuba 
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Importance of Casualty Insurance 


HE business of casualty insurance in 

this country has grown by leaps and 
bounds during the past ten years, and 

the surprising fact is that we have hardly 
“scratched the surface” of the possibil- 
ities around us. The average local agent 
today is primarily a fire insurance agent 
and handles a little casualty business as a 
side line, and the agent who is doing this 
is making the greatest mistake of his life 
and is overlooking one of the greatest op- 
portunities that will ever come his way, 
and one that he should immediately take 
advantage of or he will awake some fine 
day and find that his live competitor has 
walked off with the fire business he has 
had for years because he has taken ad- 
vantage of the opportunity of providing 
this assured with coverage for all his 
needs instead of only part of them. / 
The insurance business today is one of 
the greatest and most important businesses 
in the world; and I might say that it has 
been lifted from the level of a mere busi- 
ness to the more dignified and profitable 
plane of an important profession. Webster 
defines “Profession” as “a calling or voca- 
tion, especially one that requires a learned 
education.” Not necessarily a_ college 
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graduate, but educated in the business or 
profession that one is following. The idea 
that 1 am trying to convey is that, in 
order to be a successful insurance agent 
today, ‘you must educate yourself in the 
business as a whole and not in just one 
branch of it. The future successful agent 
is going to be the one that knows the 
most about the business and who analyses 
his territory and his clients and provides 
for his assureds the necessary coverage 
tc meet their requirements. Analysis of 
your territory and your clients, and a 
thorough knowledge of the various forms 
of insurance contracts is the basis for 
successful insurance soliciting. 


HE rapid growth of casualty insurance 

in this country means that the insuring 
public is becoming educated, not only in 
regard to the purpose and importance of 
these various coverages, but also the idea 
of depending on the insurance agent to 
act as an insurance advisor just as he de- 
pends on his attorney for legal advice. 
Who is responsible for the creation of this 
demand for the many lines of insurance 
and bond coverages? Is it the fire insur- 
ance agent who only handles a little cas- 
ualty business as a side line? No—it is 
the agent who has taken the initiative and 
made a careful study of all the various 
forms of insurance and who has analyzed 
his clients‘and has made them see the need 
for the protection he offers. It is the agent 
who offers his clieyts gounsel and service. 
It is the “Multiple Line Agent.” The 
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natural growth of the “Multiple Line 
Agent’s” business aptly illustrates the 
scriptural statement, “To him that hath 
shall be given, and from him that hath not 
shall be taken away, even that which he 
hath.” 

Before an agent can successfully solicit 
the various lines of casualty insurance, 
and before he can intelligently advise his 
clients regarding the multiplicity of cover- 
ages, he must acquire a working knowl- 
edge of these various coverages, rates and 
underwriting requirements. This knowl- 
edge must of necessity be acquired slowly. 
It is a great mistake for an agent to try 
to learn all about the casualty business. in 
a few weeks or months and be able to in- 
telligently present any proposition to ‘a 
prospect. This knowledge must be ac- 
quired by degrees and both by study and 
experience. A very good plan is to take 
up one or two lines at a time and mas- 
tering these, and then gradually adding 
others, and you will find that the process 
of developing into a multiple line agent is 
relatively simple. 

ASUALTY insurance might properly 
be divided into two major classifica- 
tions: (1) Insurance which protects per- 
sonal income and personal property, and 
(2) Insurance which protects business in- 
come, property or legal obligations. In 


sell any form of casualty insurance. 


volume of casualty premiums, 





the first division would be included such 
lines as life, accident, health, residence 
burglary, personal effects floater, jewelry 
floater, water damage, check alteration and 
forgery, automobile liability, property 
damage and collision; in the latter classifi- 
cation would be included workmen’s com- 
pensation, public and general liability, ele- 
vator and teams liability and property 
damage, plate glass, engine breakage, 
steam boiler, electrical machinery break- 
down, mercantile safe and open stock 
burglary, parcel post, motor truck con- 
tents, transportation, water damage, 
sprinkler leakage, paymaster and office 
robbery and various forms of fidelity and 
surety bonds. Surely with this wonderful 
stock of “ammunition” an insurance agent 
should never let a prospect get away with- 
cut interesting him in some one or more 
of the above mentioned lines. 


OW, as stated before, it is a great mis- 

take for an agent to try to master too 
many lines at once. In the development 
of a multiple line business I know of no 
better start than to master the personal 
accident and health lines at first, as this 
cover protects the most personal thing a 
man has—his income. You will be sur- 
prised how many good business men are 
without this very important protection, 
and many more who have some protection, 
but have not nearly enough. Make a care- 
ful study of your prospect’s needs as com- 
patible to his income, and sell him a policy 
that will fit his requirements. The solici- 
tation of this line of insurance brings the 
agent in personal contact with the manu- 
facturers, bankers, doctors, contractors, 
wholesalers and, in fact, with the very 
highest class of insurers, and in this way 
he extends his acquaintance and friend- 
ship, which is his greatest asset. 

After you have sold a prospect on one 
line it is surprising how easy it is to place 
the various other lines as a result of the 
first sale. Every grown man in your town 


A. D. Langham, of Langham & Maillot at Houston, Tex., has for sev- 
eral years made a special study of the various casualty lines. He has been 
an active opponent of all forms of mutual and reciprocal casualty insur- 
ance. He knows not only the theory of insurance coverage, but how to 


what to say and how to say it. His discussion of casualty insurance at El 
Paso was of interest to every fire agent who is attempting to build up a 


is a prospect for one or more of these 
lines mentioned in classification one, and 
every business house, factory, bank or of- 
fice in your town are prospects for a num- 
ber of the lines mentioned in classification 
two. 


HAVE talked with a number of agents 

from the small towns urging them to 
push the casualty lines, and almost with- 
out exception the cry is, “We cannot sell 
casualty insurance in our town because 
the people are not educated up to it.” 
Whose business is it to educate them? 
The same condition existed in the cities a 
few years ago and still exists to a large 
extent and it is the local agent’s business 
to educate the public both from a selfish 
and an economic standpoint, because in- 
surance and surety protection constitute 
one of the biggest stabilizing influences in 
modern business, and such protection is 
not a luxury, but in most cases an eco- 
nomic necessity, and in properly placing 
such protection, you are not asking, but 
conferring a favor. 

“Well,” Mr. Agent says, “how can I be 
expected to educate the public on casualty 
lines when I know so little about the busi- 
ness myself?” 

The NATIONAL UNDERWRITER recently 
published a letter from an insurance agent 


Mr. Langham as a solicitor knows 





which voices the cry of a great number of 
agents in the country, from which the 
following is an excerpt: 

“I note six advertisements in the last 
issue of your paper that stress the so- 
called side lines. 

“But what does the average agent know 

about these lines? For many years I have 
tried to familiarize myself with several 
of them. It is seldom, however, that I 
try out a prospect that some question does 
not stump me and I have no place to find 
the answer. If the question is important, 
the deal is delayed until the answer is 
forthcoming. If it is not, and I close with 
him, I am still left with the feeling that I 
should have learned more before I went 
to call on him. But where to learn? 
_ “If the suggested equipment were put 
in my hands, and it was complete and cov- 
ered all side lines, then it would be my 
fault, and mine alone, if any question went 
by default.” 


FTER having acquired a working 

knowledge of the casualty business, 
you can only profit by this knowledge by 
using it in the proper way. Many agents 
overlook the many opportunities to build 
up a profitable casualty business through 
lack of a systematic working plan. You 
must have system in your organization in 
order to build profitably and permanently. 
Adopt a working plan and stick to it. One 
of the very best working plans that I know 
of and one that has proved to be a very 
successful one, is one illustrated in the 
October, 1920, edition of “Rough Notes.” 
Mr. Freese of Bloomington, IIl., writes 
about this plan and states that it has been 
in operation in his office for about two 
years and he says that it has been the 
greatest single factor in helping him dou- 
ble his premium income in one year. This 
plan is based primarily on the principal 
that one line leads to another. This plan 
requires the use of four cards designated 
(1) Mercantile Prospect Card, (2) Indi- 
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vidual Prospect Card, (3) Solicitor; 
Working Card, and (4) Solicitor’s Fg. 
low-up Card. 


VERY client on your books is a pros. 

pect for casualty lines. The prospeg 
cards are arranged so that you can not 
on one side of the card the fire and toy. 
nado lines you already have for any par. 
ticular client, and on the reverse side, the 
casualty lines you have, and this assureg 
is a live prospect for all the other jing 
you have not secured. After you haye 
completed cards for all the customers gy 
your books, then make up a list of new 
prospects, both individual and mercantile 
The first thing each morning, list on your 
solicitor’s working card all the prospects 
you can see that day and note the form of 
insurance that you are going to solicit and 
then go after them. If you secure from 
any of your prospects you solicit, a prom. 
ise for future business, note this on your 
working card, and when you get back to 
the office, make up a follow-up card and 
file it under the date you want to see this 
prospect again. If you call on a prospect 
to solicit a particular line on insurance 
and find that he is not interested in this 
line, don’t fail to mention some other line 
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that he might be interested in and per- 
haps you may hit exactly the right one and 
remember that one secured line almost al- 
ways leads to another. I will guarantee 
that this plan, if followed consistently, 
will bring results that will be surprising. 


HE next step, in order to be a success- 

ful multiple line agent, is to analyze 
your prospect. If he is a man worth sev- 
eral hundred thousand dollars, don’t make 
the mistake of offering to write him a lia- 
bility policy on his automobile for five and 
ten thousand limits. Offer him to start 
with at least twenty-five and fifty thou- 
sand limits and don’t let him off with less 
than fifteen and thirty thousand limits. 
You should be able to show him very con- 
clusively that five and ten thousand limits 
is only partial protection and that he 
would never get off with a five thousand- 
dollar judgment for any serious accident. 
Neither let a man of means get by witha 
thousand-dollar residence burglary policy 
because you are neither doing your com- 
pany nor your assured justice in doing SO. 
You are not doing your company justice 
because in writing the minimum policy ™ 
either of the above cases, you are sub- 
jecting your company to a probable total 
loss for the slightest accident, and you 
are doing your assured an injustice be- 
cause you are not giving him the protec- 
tion he requires. It is exactly the same 
principle as writing $100,000 fire insurance 
cen a $300,000 fire-proof building where 4 
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company can sustain a total loss from an 
exposing fire that will only partially dam- 
age the building insured. Have your con- 
tracts “tailor made” to fit the individual 
conditions of your clients. The most suc- 
cessful agents are those who study indi- 
vidual conditions and cultivate the habit 
of asiticipating, as far as possible, his 
client’s insurance needs and offering to 
provide the cover needed. 


OW the most essential matter for con- 

sideration in the beginning of a suc- 
cessful multiple line agent’s career, is the 
agent’s responsibility for selling his clients 
only such forms of insurance and surety 
protection as are absolutely dependable. 
People buy insurance for protection and 
they, therefore, want insurance that in- 
sures. It is a regretable fact that a great 
many agents sacrifice quality for quantity 
and in looking about for a company to 
represent they, too, often contract with 
the company that pays the largest com- 
mission instead of the company that has 
the most substantial financial statement 
and pays its losses promptly and gives the 
assured the best service. Therefore, in 
selecting a company, my advice is to go 
after one of the large, old line stock com- 
panies, and one with a national reputa- 
tion for paying all just claims promptly 
and equitably. The long list of mutual, 
reciprocal and “cut rate” companies that 
have failed recently should be sufficient 
warning to every agent to represent only 
the companies of unquestionable financial 
responsibility. The representation of a 
“cut rate” company might' prove a liability 
instead of an asset. 


EFORE I close I want to mention 

two very bad habits the inexperienced 
multiple line agent is very likely to get 
into if he doesn’t know any better. The 
first is, selling casualty insurance on the 
basis of rate. Don’t get into this habit 
because it is a bad one. If you are rep- 
resenting the right kind of company, the 
probabilities are that you will not have 


a chance to get into this habit because 
your rate will always be as high as your 
competitor’s and in a great many cases 
higher. Sell your company and its serv- 
ice and stand by your company’s rate, be- 
cause the goods you are selling are worth 
one hundred cents on every dollar of pre- 
mium you are asking. If your company is 
one of the “old tried and true,” it knows 
best what rate it requires on a specific 
kind of coverage and this rate is not guess 
work either. The rate is deducted, not 
only from its own experience, but from 
the combined experience of all other rep- 
utable companies who have insured that 
specific hazard, and I can assure you that 
the manual rate on any casualty line wili 
not produce any great margin of profit 
for the insuring company. Remember that 
the “cut rate” company only charges what 
its indemnity and service is worth, and 
you are offering a superior indemnity and 
service and, therefore, must necessarily 
obtain a better price for it. As an illus- 
tration, the largest contract I ever sold 
was one where I was in competition with 
all kinds of companies, and when the ques- 
tion of rate came up, I told the officer of 
the company I was dealing with that we 
only had one rate on the particular char- 
acter of coverage, no matter how large or 
how small the risk, and that I would 
guarantee him that no other company 
would quote him a higher rate than mine. 
I was able to convince him, however, that 
the protection and service I offered him 
were worth the price I was asking and I 
secured the order for the business. I 
afterwards learned that my rate was the 
highest rate quoted with one exception 
and that company’s rate was the same as 
mine. 


Eugene Bullock, state agent of New 
York Underwriters in Texas and chair- 
man of the Advisory Committee, made 
the trip from Dallas in company with 
P. P. Tucker, state agent of the Aetna 
Fire. Both Mr. Bullock and Mr. 
Tucker are well known to the insurance 
agents of Texas. 


Keep Away from the Legislature 


las, Tex., member of the firm of 
Thompson, Knight & Harris, is 
recognized as one of the most capable 
orators in Texas. His subject was “Re- 
lation of Companies to Local Agents.” 
Among other things he said that the 
fire insurance -business furnished the 
greatest temptation to two classes of 
people, the crook and the man who is 
not careful. He said it is very easy to 
set a fire and get out of it. The insur- 
ance agents and companies should co- 
operate in every possible way to edu- 
cate the people to reduce the fire loss. 
There should never be a conflict be- 
tween the agent, company and the in- 
sured. He said it is true that in some 
cases there are agents whose whole 
interest is in the commission that they 
get on the business written. This is not 
the proper attitude. The agent should 
really earn his commission and the 
company should earn the premium that 
is paid to them. The public part is to 
secure indemnity and prevent fire waste. 


ein S. WRIGHT, attorney of Dal- 


E pointed out that the legislature 

is the last place in the world for 
the insurance interests to go for a cor- 
rection of the ills of the business. It is 
a physical impossibility for a member 
of the state legislature to qualify him- 
self to pass on the many questions that 
come up before him during a’session of 
the legislature. He is not in a position 
to become familiar with the ins and 
outs of every line of the endeavor. This 
is particularly true of the insurance 
business, 

Mr. Wright pointed out that at no 
time should a profit be made on a fire 
and he further said that the agent is 
the man who has it in his power to 
educate the public. Mr. Wright touched 
on the valued policy law, stating that in 
his opinion there is no excuse for such 
a law today. This valued policy law 


he contended is encouraging fraud ang 
additional fire waste. 


HE further stated that when the 
people realized that insurance jg 3 
tax, there will be no more trouble from 
the public or from legislation. The 
agents must bring this fact home to the 
public. The insurance business igs q 
much misunderstood business. Alf 
things that are needed to be corrected 
in this business can be done so by the 
agents and the companies getting to. 
gether in conference and not by going 
to the legislature. The prejudice in the 
minds of the people is gradually disap. 
pearing. He also stated that in some 
cases the companies have paid too much 
and sometimes too quickly when a fire 
occurred, instead of not paying enough, 
He thinks that it is well to fight some 
cases. 


E told the agents that they should 

encourage companies to fight 
claims when the evidence showed that 
the assured had something to do with 
starting a fire. He brought home to 
the agents that the best way to reduce 
the fire loss is to educate the public that 
insurance is merely a tax. If you can 
make a man feel that it is money out of 
his pocket, he is going to take a dif. 
ferent attitude toward insurance and 
insurance companies. He _ strongly 
urged that in all problems affecting the 
business a spirit of co-operation should 
exist between the companies and the 
agents. 


A delegation headed by P. W. Wil 
liams, president of the El Paso Ex. 
change, met all the incoming trains 
Sunday. The agents of El Paso were 
well organized and every attention was 
given to the visitors. Automobiles were 
provided to see that they reached their 
proper destination. 
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Insurance. 
is assured. 


This all makes the INTERSTATE a valuable agency connection. 
General Agents at Houston, Texas, will be glad to communicate with you. 


INTERSTATE CASUALTY COMPANY 


Home Office—Birmingham, Alabama 


Admitted Assets - - 
Surplus to Policyholders - - - - 


on oe ~ ~ 


AND EXCESS INSURANCE 


Our contracts, backed by sufficient surplus and reserves plus Interstate 
service, are very satisfactory to our customers and to the buyers of Casualty 
Fair, prompt, and satisfactory treatment of every honest claim 


GENERAL AGENTS 


STATE AGENCY 
Insurance Exchange, Chicago 


CRAIG BELK & CO. 
Chronicle Bldg., 


Houston, Texas 


THE AGENCY COMPANY 
Salt Lake and San Francisco 


FERGUSON & HARRIS 
Columbia Bldg., 


$746,582 
403,081 


SPECIALIZING IN AUTOMOBILE AND PUBLIC LIABILITY 


Our 


Louisville, Ky. 
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~~ Protect the home within 


You, Mr. Fire Underwriter, are guarding your client’s estate against 
loss occasioned by the destructive forces of the elements. 


Why not extend your service to him—protect his home against the 
loss of his earning power? In the daily routine of living there are many 
hazards which threaten life and limb—in addition to the toll claimed by 
modern invention and science, the record of claims paid by one big com- 
pany reveals the fact that 23% of all accidents happen in the home. 


You can render your client broader service and increase your points 
of contact by offering him Life, Accident, and Health Protection. A Mis- 
souri State Life contract enables you to offer your client— 


Life Contracts . . Adaptable, liberal, comprehensive, and up-to 
the-minute. 


Accident and Wide in their scope of benefits, embodying 
Health Contracts—all modern developments in this line. 


Covering with equal protection, large and 
small firms. 


Group Contracts— 


Multiply your opportunities by an Agency contract with us. Aggres- 
sive General Agents in your State offer attractive contracts to big writ- 


ers and brokers. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: ST. LOUIS 
LIFE ACCIDENT HEALTH GROUP 


For Contracts in Texas See One of the Following General Agents 


Brady Bartlett, Tyler John G. Eaton, Dallas & Ft. Worth 
W. J. Behrens, Abilene W. H. Leek, San Antonio 
W. Hoyt Braselton, Paris Milton Reece, Amarillo 
B. S. Dickinson, Austin Leo R. Schuster, El Paso 
J. F. Duncan, Jr., Plainview Richard M. Shaw, Waco 
W. Strauss, Houston 























Democracy, Profits and Insurance 


HE “at cost” or the alleged profit- 
less system of insurance is confined 
largely to the propaganda of the 
mutual and reciprocal organizations. 
There is no need for me to define them 
to a group of agents or to describe 
them in any detail. You all know what 
they are, why they are and who they 
are. In the fire and casualty fields both 
are quite generally seeking business by 
promising to provide indemnity at a 
lower cost than it is possible for a 
stock company to agree to and keep 
in business. Under our laws both are 
legitimate expressions of human inge- 
nuity and are entitled to their day in 
court. Although any departure from 
the capitalistic system in the business 
field is anti-democratic in its general 
tendency and is supported and ac- 
claimed by the opponents of democracy, 
yet it cannot fairly be said that the 
organizers and promoters of and sub- 
scribers to mutual and reciprocal in- 
surance as a class have any such incli- 
nations or would foster any such ten- 
dency if they appreciated the funda- 
mental significance of their acts. 
Therefore on account of practical con- 
siderations at the present time, if such 
stock company insurance is to retain 
its lead it must demonstrate its eco- 
nomic superiority over all other forms. 
While this proof has been many times 
offered and many times conclusively 
established, the burden of making it 
seems to be a continuous one and can- 
not be wholly ignored. 


UTUAL insurance is not a modern 
phenomena. In fact it is older 
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BY HENRY SWIFT IVES 


Secretary, Casualty Information Clearing House, Chicago 


century the government practiced a 
rather unique method of relief after 
accidental fires. When such a loss was 
proved to the monarch, the lord cham- 
, berlain sent a King’s brief or procla- 
mation to all of the churches, the sher- 
iffs and the justices of the peace in the 
immediate neighborhood asking for 
contributions to aid the sufferer. In 
those days a King’s request for con- 
tributions was tantamount to a demand, 
but despite the authority back of the 
assessment under the last two Stuarts 
such gross frauds resulted that the sys- 
tem fell into disrepute and disuse, being 
closely followed by the inauguration of 
regularly organized joint stock compa- 
nies to provide indemnity. This experi- 
ment of the Stuart kings was mutual 
insurance in its purest and simplest 
form. Except as to detail there has 
been little change in the primary prin- 








ciple. Under modern conditions the 
mutual company—a non-stock corpo- 
ration—takes the place of the king and 


requires pro rata contributions, if ob- 
tainable, from those who are affiliated 
with it to pay those who incur losses. 
The reciprocal is only an up to date 
legal modification of this same scheme. 

It stands to reason that if mutual in- 
surance, either privately conducted or 
maintained by forced or voluntary con- 
tributions under state direction, had 
any of the elements of commercial suc- 
cess under a democratic form of gov- 


ice cheaper and. better than any other 
system, it would during the last three 
centuries have put stock insurance com- 
pletely out of business as an institu- 
tion, democracy or no democracy. We 
are compelled to assume, however, 
irom the results that the mutual plan 
must have been incompatible with the 
development of democracy. 


WILL not say that all mutual insur- 
ance has proved a failure, for that 
would not be the truth. In a _ near- 
capitalistic form it has survived along 
with stock insurance, but always has 
been a very minor factor in the busi- 
ness as a whole. In the eastern fire 
field there are several so-called factory 
mutuals which have weathered the 
storm of competition for years and are 
substantial institutions. There are also 
other mutual carriers which have con- 
fined themselves to selected risks in 
particular industries and which are 
now operating with mild success. Most 
of these, however, are mutual chiefly 
in name and advertised intent. and the 
cost of the protection they offer, when 
the factor of service is considered, is 
no lower than stock company charges 
in similar lines. All that has been done 
is to eliminate profit from capital and 
then recruit outside capital to make 
profit and do the work so that the con- 
cern may be kept solvent. Mutuals 
and reciprocals have no capital, mercy 


a 





stocks and mortgages in order to keep 
going. These few mutuals have map. 
aged to get by because of their capital. 
istic background, not because of the 
lack of it. But by and large muti 
insurance, and its twin brother recip. 
rocal insurance, have not after 3 
years of endeavor had any appreciable 
effect on the business as a whole de 
spite their alluring and very plausible 
“at cost” arguments. I want to make 
it plain in this connection that what | 
have said about mutual insurance or. 
ganizations does not in any way ap- 
ply to mutual life insurance companies, 
The purpose of these is entirely differ. 
ent, their organization is on a differ. 
ent basis and the whole theory back oj 
them is in no way comparable to other 
mutual insurance schemes, 


NE of the chief practical reasons 
for this situation in my judgment 

is the rapid breaking down of whatever 
principle may be hidden behind the idea 
of mutuality upon which all successfyl 
mutual or cooperative enterprises, 
whether they be insurance or merchan- 
dising, must depend. If buyers of in- 
surance are united by a common inter- 
est which they all can visualize and the 
mutuality of which is self-evident, they 
may perhaps find some advantage in 
indemnifying each other for certain 
losses which may arise out of the course 
of their respective businesses or voca- 
tions. But the moment the scope of 
the insurance enterprise is extended to 
others far afield who have no mutual 
relationship with each other, that mo- 




















than the stock company system. In ernment, if it in fact could have pro- no, but they must invest their surplus ment the principle of mutuality is 
England at the beginning of the 17th vided sound insurance plus ample serv- and reserve funds in capitalistic bonds, chased out of the window and the 
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whole scheme becomes nothing more 
or less than a promotion enterprise. 

I hold that there is no greater eco- 
nomic hocus-pocus than the theory that 
there eXists a mutuality of interest suf- 
ficient to warrant an insurance partner- 
ship between the New Orleans jobber 
and the El Paso printer, between the 
Paducah laundryman and the Kalama- 
zoo contractor, between the Oshkosh 
jumberman and the Fort Worth mer- 
chant. When an effort is made to cre- 
ate an artificial mutuality, to create a 
ynion of interests when no ground for 
such union exists, disaster and discon- 
tent is sure to follow. And that is the 
point that needs to be driven home, 
for it is the vital error of mutual in- 
surance such as we are daily encoun- 
tering; its predominating economic in- 
consistency; its befouled spark plug. 


HE theory is quite generally ac- 
cepted that all insurance is fun- 
damentally mutual in character and 
that even the policyholders in a stock 
company are bound together by some 
invisible tie. In theory this may be all 
right, but in practice I can agree with 
it only in a small way. In my judg- 
ment a stock company organized to 
write insurance is similar to any other 
corporate enterprise. The sharehold- 
ers have pooled their resources and of- 
fer for sale in the open market a con- 
tract of indemnity and service. _ T: 
put their wares in the show window 
and employ agents and solicitors in the 
same manner as do wholesale houses. 
To succeed they must have, like any 
other corporation, resources enough to 
pay their debts, and these debts are for 
the most part in the nature of fut: 
contingent liabilities accruing out of 
the contracts sold. The buyers of 
these contracts do not look upon other 
buyers of similar contracts for their 
protection; there is no mutuality of in- 
terest, strictly speaking, among these 
contract holders. Their only concern 
is the solvency of the insurer and their 
attitude towards the issuing company 
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is the same as it is towards the bank 
where they keep their money. That is 
all there is to it. 


HE question of cost is, of course, 

the most important immediate con- 
sideration which agents for stock in- 
surance must contend with in their 
competition with the mutual and recip- 
rocal organizations. They continually 
are confronted with the specious “at 
cost” arguments advanced by the op- 
position and often are hard put to fur- 
nish a satisfactory explanation. To 
prove that any enterprise which at- 
tempts to do business without profit 
is essentially un-democratic in its ten- 
dencies and ‘aspirations will avail lit- 
tle in many cases. But you can show 
that no human endeavor in the wide 
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world of trade, industry and commerce 
can or has been efficiently, effectively 
and adequately conducted on a profit- 
less basis, and that where the stimu- 
lation of the incentive to work for gain 
is absent the whole fabric of the or- 
ganization is afflicted with dry rot and 
is consequently untrustworthy and dan- 
gerous as a general rule. The ques- 
tion most often asked you is “Why 
does your insurance cost more than that 


sold by the XYZ mutual?” There is 
but one answer, “Because it is worth 
more.” The chief economic appeal of 


mutual or reciprocal insurance is to 
the desire for economy; it is essentially 
a cheap insurance and it is sold to 
those who are willing for the sake of 
making a temporary saving to accept 
an inferior grade of protection. Stock 








insurance always should be sold on the 
basis of its quality. 


O critic of stock insurance fairly 
can say that the closeness with 
which compensation rates are figured 
savors of profiteering or excessive 
charges. In fact the reverse is true. 
These rates are made so accurately and 
with such painstaking care that any 
company which strictly adheres to them 
is not only sure to remain solvent but 
will be amply prepared to furnish the 
kind of service which has been the 
pride of all reputable and sound stock 
corporations writing this kind of in- 
surance. The rates also are based on 
experience, just as are life insurance 
premium charges. Although this ex- 
perience is not as yet of sufficient age 
and completeness to assure absolute 
mathematical correctness, as in life in- 
surance, and although dangers which 
may deplete reserves and even impair 
capital lurk ahead in the still uncharted 
seas of that experience, yet for all prac- 
tical present purposes these cost deter- 
minations are as adquate as it is pos- 
sible to make them. The risk, how- 
ever, still is there and those who place 
their capital in jeopardy in such ven- 
tures must be prepared to meet it. The 
stock companies are thus prepared and 
entrenched, but one cannot say as much 
of the carriers who proclaim the ad- 
harap se oe of “at cost” insurance and 
by their unscientific practices jeopardize 
not only their own future but that of 
the assured as well. No mutual com- 
pany can cut the pure premium of the 
stock companies with safety. It may 
do’ so for a period of years in which 
business is increasing, but there must 
come an end to such pyramiding when 
the mathematical laws will begin to op- 
erate, and then disaster is sure and cer- 
tain. The only saving that a mutual 
can make with safety is a saving on 
service and in the agent’s commission, 
but these in reality are quite immate- 
rial in the long run. 
If, however, in the long run there 
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past favored us with their business we can 
give this assurance—that we are in a position 
to render to you a complete insurance service. 
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render real service to Texas agents. 
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proves to be any margin between stock 
and mutual companies employing the 
same pure premium rates it will be due to 
the service cost represented by the 


“amount paid to the local agent. And 


if ever there was a laborer worthy of 
his hire it is the local agent. Nearly 
every property owner and business man 
needs an insurance adviser to see that 
his policies give the required protec- 
tion, to counsel and aid him in fulfill- 
ing his obligations under such policies 
and to do all the things necessary to 
reduce his premium rate. Such an ad- 


viser and friend is the local agent. Hj; 
services cannot be dispensed with prof. 
itably in connection with insuranee 
needs any more than can the services 
of the doctor, lawyer, dentist or archi. 
tect be dispensed with in their lines 
Mutual insurance leaves policyholders 
to paddle their own canoes and they 
must do for themselves what should be 
done for them by trained experts. By 
why go further. The case for the agent 
is so plain that a mere statement of jt 
is ample proof. 


Responsibility for a Better 


Association 


Up to Individual 


By CRAIG BELK 


Member National Executive Committee 


E must come to the realization 
WV that our association is worth 

while and goodness knows no one 
could challenge that it is worth while. 
We sell use and occupancy insurance 
to the other fellow—our organization 
is use and occupancy insurance to us. The 
old story of breaking the bundle of sticks 
is a good one and true one—and every 
thoughtful agent knows that if ever there 
was a time when we should stick together 
it is now. 

Think for a moment of the serious 
problems that confront us today. Why, 
the very life of the American agency 
system hangs in a balance. The in- 
suring public is upset as never before. 
The one-sided, misleading reports of 
the supposed Untermyer investigation 
have done untold damage. One of the 
largest merchants in my home town 
told me the other day that he had been 
reading some of these reports and 
asked me if I was going to continue in 
the insurance business. Then there is 
the mutual and reciprocal propaganda 
attacking our business from every angle 
—and using statements coming out of 
this supposed investigation to show 
cause why we as agents are not entitled 
even to the ham and eggs we make out 
of the business. 


ND then, too, I am sorry to say, 

there are some of the companies 
that are disturbing factors, a threaten- 
ing menace, too—but thank goodness 
they are in the minority. We are still 
—through the medium of conference, 
conciliation and cooperation—able to 
meet the issues as far as the majority 
of the companies are concerned. But 
at that, the time is here when we should 
classify our companies, rewarding with 
our support and with our business, 
those companies standing the highest 
in their constructive attitude of the 
business as a whole. Also state insur- 
ance has a multitude of supporters— 
don’t forget they are active. 

I just want to draw the picture dark 
enough to cause us to awake to the 
fact that outside and evil influences are 
at work, and they are organized, too— 
all perhaps except the dear public 
which wields the most dangerous of all 
weapons—public opinion. So it be- 
hooves all of us agents to seriously 
think of these things, and then to act 
from an enlightened self interest. 

How we act, friends, will measure 
the length of our service in this busi- 
ness, and determine whether we have 
a job or a curse. One thing is cer- 
tain—we cannot make headway as an 
individual. We must turn to our or- 
ganization—elocal, state and national— 
and make it as strong as possible. The 
old threadbare story of the guard in 
the insane asylum carries with it a real 
lesson. He was not afraid to go into 
the violent ward containing twenty 
men, because he could whip any one 
of them, but when some one suggested 
that they might “gang” him, he said, 
“Tf they had sense enough to organize 
they would not be here.” 


E have had sense enough to or. 

ganize, but now what we want isa 
better organization. We must remem. 
ber that a chain is no stronger than 
its weakest link. You—your own 
agency—is a component part of this 
insurance business. Look to it that 
your agency is elevated to its very 
highest degree of efficiency. You owe 
that to the companies you represent— 
to the insuring public—as well as to 
yourself. Reward your companies with 
faithful service. 

If we realize that our National As. 
sociation cannot function properly and 
efficiently without strong state associ- 
ations and our state association cannot 
function as it should without strong 
local boards, then I am sure you will 
realize that the burden of a better as 
sociation is upon us individually. With 
you rests the “better association.” | 
would be presuming to tell you how 
to build up a better association. Pay 
your dues—get new members—support 
the officers you have elected—that is 
A B C stuff; but I feel that it is suff- 
cient to call your attention to why we 
need a better association, then you in 
your better judgment—acting with an 
enlightened — self-interest—will know 
what to do and how to do it. That 
you will do it I have not the slightest 
doubt, for a better organization means 
the perpetuity of the great American 
agency system. 


HEREFORE, fix the responsibility 

of a better association where it be- 
longs—on the individual agent. I don't 
mean to say that the 4,400 agents scat- 
tered over the counties of Texas must 
measure up to this responsibility before 
we can have a better organization. | 
do say this, that if one dependable do- 
it-now agent in each county of this 
state will cooperate with the executive 
officers of our association we will not 
only have a better association but will 
have the best association of any state 
in the Union. Dependable agent in his 
relation to the insuring public and to 
the community in which he resides— 
dependable in his loyalty to his com- 
panies—dependable in his. interest im 
the business as a whole. This last 
thought of “dependable to his own 
business,” coupled with an enlightened 
self-interest, will naturally awaken m 
the right kind of agent a desire to keep 
abreast of the problems affecting the 
business. Once he grasps the true 
meaning of this it will follow that he 
will keep in touch at all times with 
headquarters, which carries with it co- 
operation with the executive officers of 
our association, and once he realizes 
the importance of this, then the day of 
a better association is at hand. 





Craig Belk of Houston, former pres 
dent of the Texas Association, am 
member of the executive committee of 
National Association, was on the job 4s 
usual. Mr. Belk is one of the hardest 
workers in the country in association 
work, 
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Where the 
Promised 
Service is 


Faithfully 


Performed 


We specialize in the 


following lines: 


Writing Excess 
Cotton Lines 


Assisting Local Agents 
In Excess Lines on 
Target Risks 


(The reason we can pay 
you liberal commission on 
Target Risks in admitted 
companies is because we 
represent some companies 
who have no local con- 
nection in your city.) 


All Kinds of Automobile 


Insurance 


including 


Dealers’ Policies 
Fleet Policies 


All Kinds of Casualty 


Insurance 





Texas General Agents 


for 


Hanover Fire Insurance 
Company 
of New York 


Tokio Marine & Fire 
Insurance Co., Ltd. 
of Japan 


Patriotic Assurance 
Company, Ltd. 
of Dublin 


The Fidelity & Casualty 
Company 
of New York 


American Automobile 
Insurance Co. 
of St. Louis 


| Reinhardt & Son 


American Exchange Bank Bldg. 
DALLAS 





By WILLIAM 


ences as your immediate predecessor, 
Mr. President, and there were many 
pleasant and many trying ones, as you well 
know, were the visits we made, with the 
authority of the executive and legislative 
committees, to a number of local ex- 
changes throughout the state, in the spring 
and summer of 1921. 

In our campaign before the legislature 
for the passage of a certain law and for 
the defeat of others that would have been 
detrimental to our business, we had all 
telt the rleed of organized bodies of agents 
at strategic points. The only way we 
could accomplish anything without them 
was to pick one or two men in a town and 
depend on them to see the other agents 
and finally to bring the necessary argu- 
ments to bear where they were most 
needed. Sometimes we picked the right 
man and sometimes we did not; but be it 
said that in most cases the agent appealed 
to delivered the goods and did it with 
snap and fine judgment, as will be shown 
by letters and telegrams on file among the 
records of this association. 

That a considerable force could be 
wielded in this crude way only proves 
what a power, now lying half dormant 
in the agency ranks of Texas, could be 
awakened by a more perfect organization 
for the welfare of our business and our 
state! 


A MONG the pleasantest of my experi- 


E may come to these conventions pri- 

marily for our own pleasure and 
profit and strictly at our own expense, 
nevertheless, when we are here we are 
recognized by all other interests, political 
and otherwise, as representing the local 
agents in Texas. Any denial of this fact 
falls on deaf ears unless made by some 
other organization of the identical inter- 
est, and that does not exist in our case. 
Hence, our responsibility, not only to our- 
selves here, but to every other local agent 
in Texas, even though he may not know 
or care that we are here, is great, and if 
we fail in the exercise of good judgment, 
and if we are lacking in diligence to do 
those things which in our judgment are 
best for the interests we represent and for 
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our country as a whole, we are not worthy 
to be sitting here! 


OR 25 years we have been content with 

a membership composed largely of in- 
dividual agents having no affiliation 
through local boards with their fellows 
at home. Only recently have we attempted 
to require that they be members in good 
standing of local exchanges where such 
exist; but no systematic and sustained 
effort has been made to organize and .en- 
courage local boards or to carry on our 
work strictly through them as an integral 
part of our organization. 

As far as our own state is concerned, 
it seems almost as if our laws have been 
framed to make ready for the coming of 
an energetic and purposeful organization 
of men who are willing to assume the 
responsibilities, as well as to appropriate 
the profits of the local insurance business; 
but we think there is at least one law 
lacking. 

We have gone to the law-makers, and 
while they have not yet delivered an ulti- 
matum, they have indicated to us plainly 
that the elimination of the careless and 
incompetent local agent is largely in our 
own hands. 

We have gone to our companies with 
the charge that they are responsible for 
this thing, and they have given us every 
time a Roland for our Oliver. 

We come back to ourselves and we find 
that when our Commissioner of Insurance 
endeavors to make use of the laws we 
have, to see that some sort of qualification 
is required of an applicant before a li- 
cense is issued to him, we give that off- 
cial no organized support, but, without 
organized protest, we permit our com- 
panies to occupy the newspapers, the in- 
surance press and the courts in their de- 
termination to defeat his efforts. 


N agent in Michigan insures a stranger 

with a foreign name for five times as 
much as his furniture is worth without 
looking at it; the fellow sets fire to it and 
is awaiting trial for arson; the Commis- 
sioner of Insurance of Michigan summons 
the agent before him, charges him with 
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J. NobANBe 22 cc 305 Ass’t Manager 
C. W/ COOPER. ..... Ass’t Manager 





Texas Field Representatives: 
V. H. OSBORN ........ State Agent 
We ee Nes oe sss Special Agent 
R. A. SANDERSON.. . Special Agent 

Kirby Building 


DALLAS, TEXAS 
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LEADING AGENTS OF 


WACO, TEXAS 
W. V. FORT & Co. 


**FORT-I-FY” 


Representing 
Alliance 
Scottish Union and National 
Hartford A. & L. 
Hartford Live Stock 





Commercial Union 
Connecticut 
Citizens 


City of N. Y. 


Ocean Accident & Guar 
National Surety 

Rain Departments 
Hartford and Home 


THE FASTEST GROWING AGENCY IN CENTRAL TEXAS. EST. 1880 








E. W. MARSHALL & CO. 


113 South 6th St. Waco, Texas 


Representing 
HARTFORD L. &L. & G. PALATINE 
HOME GREAT AMERICAN FEDERAL 
CONTINENTAL ag te a yh NAT. UNION 


Largest Agency in Central Texas 








MOORE and MOORE 
Amicable Building (BART MOORE) 
Some of the Strong Companies Represented by us 
Star (L. &L. & G.) Amer. Und. of Philadelphia 


Waco, Texas 


aon Exchange 


Roya jueen Central States 
Fidelity Phenix British America Home F. & M. (Fire & Auto) 
American Eagle Aetna Fireman’s Fund (Farm Dept. 


Patriotic Assurance SERVICE SUPREME 


(All Lines Exclusive) 























The El Paso 
Convention 


owes no small measure of its success 
to the support of the Insurance Press, 
and we thank them. At the same time 
we feel grateful to the delegates and 
field men in attendance and to the 
officers of the association for coming 
to our City and we wish to renew our 
pledge to the principles of the Associ- 
ation and of Stock Insurance. 





Come Again 


El Paso 


Insurance Exchange 
El Paso, Texas 

















One inch, one time, 


WANT ADS One Column wide $3.75 
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gross negligence of his duty as an agent 
and suspends his license for that partic- 
ular company for a period of ninety days. 
Our official organ rises to the defense of 
that agent, says that the “Commissioner 
misplaces the responsibility’; that it 
should be placed “where it belongs,” upon 
the lack of the “education of the public 
in honesty”!. We permit this stuff to pass 
without organized repudiation and lay 
ourselves liable to be hoist on our own 
petard the next time we ask others to 
assist us by law to eliminate careless and 
irresponsible agents. This lost opportu- 
nity to back up an official in doing the 
very thing we have been asking him to do, 
in other words, this failure to practice 
what we preach, nullifies all the pages of 
pleasing precept we have been writing or 
will write for years to come, unless we 
come out and manfully make amends. 


OULD blunders of this kind have 

been possible with local boagds meet- 
ing weekly or monthly all over this coun- 
try—or even over this state alone, and in 
constant communication with each other? 
Certainly not! I am proud to say that our 
Exchange at San Antonio saw and tried 
to correct both these missteps, but isolated 
exchanges are well nigh powerless in such 
emergencies, and without a preponderance 
of them as a necessary part of our or- 
ganization, state and national, we cannot 
lay the responsibility at the door of the 
hard-worked, unselfish men we _ have 
placed at the head of our imperfect or- 
ganization. 

And so we come back to the proposition 
set forth in the beginning, that up to this 
time no systematic and persevering effort 
has been made in Texas to organize and 
encourage local boards; and if we have 
proven our case and believe them to be 
essential to the conduct of a worthwhile 
association, then it is our bounden duty to 
ourselves and to those who are not here, 
to see that this work is begun and carried 
through to a successful conclusion. If 
other interests have done it and are doing 
it, we certainly can; at least, as sensible 
men we cannot afford to waste our time 
and money stumbling along as we have 
been doing. 

When we arrive at that stage of de- 
velopment when to be an “Insurer” (if 
that is to be the name) means that we are 
necessarily a member of our local board, 
holding a charter from our state associa- 
tion,a charter which may be recalled for 
good reason, then and then only will we 
be able to bring to bear those wholesome 
forces for the execution of the laws we 
have, for the enactment of laws we need, 
and to command respect for the principles 
we here declare. 


Belk Compliments El Paso 


Craig Belk of Houston paid a nice 
compliment to the El Paso Exchange, 
when he said that there was probably 
more publicity given to this meeting in 
the City of El Paso than the convention 
ever had before in any other city. Dis- 
play ads have been appearing in the 
local papers and signs, “Welcome, In- 
suror,” to the number of 5,000, have 
been distributed all over the city. There 
are 22 agents in El Paso and President 
P. W. Williams says that every one of 
these agents has done his utmost to 
make this meeting a success. They 
surely did live up to the reputation El 
Paso enjoys of being a very hospitable 
city. They took care of the members 
of the convention in fine shape. 
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DISCUSSES SEPARATION OF 
INSURANCE DEPARTMENT 


(CONTINUED FROM PAGE 2) 


Agents” was the subject of an address 
made by G. M. Holton, secretary, State 
Fire Insurance Commission. Mr, Hol. 
ton’s paper was a very interesting one, 
He gave some valuable information and 
suggestions to the agents regarding the 
fire insurance commission. 

George S. Wright, attorney of Dallas, 
Tex., member of the firm of Thompson, 
Knight, Baker & Harris, was the next 
speaker, his subject being “Relation of 
Companies to Local Agents.” Mr, 
Wright is recognized as one of the most 
capable orators in Texas. He handled 
his subject in a very effective way. He 
made a distinct hit with the agents, 


RESIDENT WALTON called on 

Craig Belk of Houston to introduce 
H. S. Ives of Chicago of the Casualty 
Information Clearing House. Mr. Ives’ 
subject was “Democracy, Profits and 
Insurance.” His was a most able ad- 
dress and very much appreciated. 

A. D. Langham of Houston was the 
last speaker Tuesday morning, his sub- 
ject being “Importance of Casualty In- 
surance to the Local Agent.” Mr. Lang. 
ham has made a marked success in the 
soliciting and writing of casualty insur- 
ance and is very well qualified to handle 
this subject. His address contained 
some practical ideas, If the agents would 
put these ideas into practice they will 
get results. 


Offenhauser on Hand 


Fred W. Offenhauser of Texarkana, 
one of the old standbys of the associa- 
tion, was on hand, again for the conven- 
tion. He has not missed a meeting of 
the Texas Association. This year just 
a week before the convention he found 
it necessary to make a trip to Los An- 
geles with Mrs. Offenhauser, who has 
not been in good health for some time, 
and it was thought best for her to go 
to California for a rest. Mr. Offen- 
hauser left Texarkana last Tuesday for 
Los Angeles and was there only a day 
or so when he took the train for El 
Paso, arriving a day before the meeting. 


Casualty Men on Hand 


Several of the Casualty men went to 
El Paso from Dallas to attend the con- 
vention. Among them were Gus A. 
Albow, assistant manager for Texas of 
Southern Surety; C. F. Parker, man- 
ager of Texas branch office Fidelity & 
Deposit; J. C. Cook of the London 
Guarantee, Dallas branch; Ben Harri- 
son of the United States Casualty, oper- 
ating through Trezevant & Cochran, 
and G. W. Allen of the Dallas office of 
the Standard Accident, 





F. W. OFFENHAUSER 
Texarkana 
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HE SOLIDITY of the “L. & L. & G.” has been 


Fire frequently demonstrated especially when put to the Profits 
Automobile CONFLAGRATION TEST, Transportation 
Tornado Paid in Chicago—1871 . . . - 3,279,780.00 Commissions 
Sprinkler Leakage “ “© Boston—1872 . . . . 1,427,290.00 Salesmen’s 
Explosion « San Francisco—l906 . . 4,522,905.00 Samples 
Use and 5, bi Baltimore—1904 oe ea 1,051,543.00 Strike, Riot 

Occupancy A Valuable Company to any Agency, fully equipped to and Civil 
— care for Fire, Tornado and Allied Lines, and to render best Cosmneniiie 


of SERVICE to its agents and policyholders. 
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Southern Department—New Orleans, La. 
J. G. PEPPER, Manager 
Henry Ferchaud, Dep. Asst. Manager R. H. Colcock, Jr., Asst. Manager 
TEXAS SPECIAL AGENTS 
P. M. Marshall, 1001 Insurance Bldg., Dallas, Tex. H. J. Hughes, 634 Moore Bldg., San Antonio, Tex. 
J. H. Speed, 1001 Insurance Bldg., Dallas, Tex. James E. Sharpe, 1602 Carter Bldg., Houston, Tex. 


TEXAS FARM FIELD MEN 
J. W. Walker, San Antonio, Tex. O. M. Bondurant, Abilene, Tex. W. G. Smith, Dallas, Tex. 


Five hundred active agents in Texas testify to the excellent service of these companies. 
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The Northern Indemnity 
Corporation 


Cash Capital. $320,243.87 





Agents Wanted 


Intelligent Underwriting and Service Offered 
in Exchange for Real American Business 


Auto. Liability, Property Damage, and. 
Collision 
Accident and Health Insurance | 


Plate Glass Insurance 
General Liability Lines 
also 
Excess Insurance 








CLAYTON E. WELLS 


Resident-Secretary for Texas 1313 Great Southern Life Bldg., DALLAS, TEX. 


Home Office: 154 Louis Street, Grand Rapids, Mich. 











